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ASSESSING PROBABILITY OF WINNING AN
IN-FLIGHT DEAL FOR DIFFERENT PRICE
POINTS

The present invention generally relates to deal analysis,
and more particularly, to a system, method, and computer
program product for assessing probability of winning an
in-thight deal for diflerent price points.

BACKGROUND

A service deal 1s an arrangement/contract between two or
more parties (e.g., a service provider and a client) for
delivery of services. Examples of service deals include, but
are not limited to, Information Technology (IT) services
contracts, medical services contracts, financial services out-
sourcing contracts, and any other kind of service deal that
goes through a tendering process. A tendering process
involves multiple service providers preparing solutions for a
service deal and competing with one another to win the deal.
Each solution 1s a customized proposal including pricing of
particular services ol the deal. Each competing service
provider submits a solution to the client for review.

The types of services included in a service deal may
include complex, high-valued services that are difhicult to
price. For example, high-valued services included 1 an IT
service contract may include, but are not limited to, Cloud,
Mobility, Intel, Unix, Mainframe, Network Services, and
service delivery management and governance.

SUMMARY

One embodiment provides a method for assessing prob-
ability of winning an in-tlight deal. The method comprises
receiving information for the in-tflight deal. The information
for the 1in-flight deal comprises a set of price points for the
in-thght deal and metadata relating to the 1in-flight deal. The
method further comprises, for each price point of the set of
price points, predicting a probability of winning the in-tlight
deal at the price point based on a predictive analytics model.

These and other aspects, features and advantages of the
invention will be understood with reference to the drawing
figures, and detailed description herein, and will be realized
by means of the various elements and combinations particu-
larly pointed out 1n the appended claims. It 1s to be under-
stood that both the foregoing general description and the
tollowing briet description of the drawings and detailed
description of the invention are exemplary and explanatory

of preterred embodiments of the invention, and are not
restrictive of the imnvention, as claimed.

BRIEF DESCRIPTION OF THE DRAWINGS

The subject matter which 1s regarded as the mvention 1s
particularly pointed out and distinctly claimed in the claims
at the conclusion of the specification. The foregoing and
other objects, features, and advantages of the mvention are
apparent from the following detailed description taken 1n
conjunction with the accompanying drawings 1n which:

FIG. 1 1llustrates an example system for deal analysis, in
accordance with an embodiment of the invention;

FI1G. 2 illustrates the system 1n detail, in accordance with
an embodiment of the invention;

FIG. 3 i1llustrates an example recommendation engine, in
accordance with an embodiment of the invention;
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2

FIG. 4 1llustrates an example representation of informa-
tion relating to a set of deals, 1n accordance with an
embodiment of the invention;

FIG. 5 illustrates an example peer selection engine, 1n
accordance with an embodiment of the invention;

FIG. 6 illustrates an example pricing engine, 1n accor-
dance with an embodiment of the invention;

FIG. 7 illustrates an example process for determining a set
of price points for an 1n-flight deal, 1n accordance with an
embodiment of the invention;

FIG. 8 1llustrates an example prediction engine, in accor-
dance with an embodiment of the invention;

FIG. 9 illustrates an example process for predicting prob-
ability of winming an in-flight deal at any price point, 1n
accordance with an embodiment of the invention; and

FIG. 10 1s a high level block diagram showing an infor-
mation processing system useful for implementing an
embodiment of the present invention.

The detailed description explains the preferred embodi-
ments of the mvention, together with advantages and fea-
tures, by way ol example with reference to the drawings.

DETAILED DESCRIPTION

The present invention generally relates to deal analysis,
and more particularly, to a system, method, and computer
program product for assessing probability of winning an
in-thght deal for different price points. One embodiment
provides a method for assessing probability of winning an

in-thight deal. The method comprises receiving information
for the m-flight deal. The information for the in-thght deal

comprises a set ol price points for the in-tlight deal and
metadata relating to the in-flight deal. The method further
comprises, for each price point of the set of price points,
predicting a probability of winning the mn-flight deal at the
price point based on a predictive analytics model.

In this specification, the term “in-flight deal” 1s used to
generally refer to a complex service deal either to be priced
(1.e., to estimate its total cost and target price) or to assess
probability of winning for different price points. The terms
“in-flight deal”, “scenarno”, “deal to be priced”, and “service
delivery contract” may be used imterchangeably in this
specification. The term “‘solution designer” i1s used to gen-
erally refer to an individual or a group of individuals tasked
with preparing a solution for a service deal.

In this specification, the term “historical deal” 1s used to
generally refer to a service deal that has occurred in the past
and includes historical rates. The term “market deal” 1s used
to generally refer to a service deal that 1s current and
includes current market rates. The term “peer deal” 1s used
to generally refer to a service deal for use as a reference for
an in-tlight deal. A peer deal may be a historical deal or a
market deal. A peer deal includes one or more services of an
in-thight deal to be priced. A solution designer may assess
competitiveness of a solution by comparing the solution
against historical and/or market deals.

In this specification, the terms “win”, “won”, or “win-
ning’ are used to generally refer to a successtul outcome 1n
relation to a service deal (e.g., a service provider bidding on
the deal wins the deal). The terms “lose”, “lost”, or “losing”™
are used to generally refer to an unsuccessiul outcome 1n
relation to a service deal (e.g., a service provider bidding on
the deal loses the deal because a competing service provider
won the deal, the service provider stopped bidding on the
deal, or a client decided not to pursue the deal). The term
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“deal outcome™ 1s used to generally refer to whether a
service deal 1s won (1.e., a successiul outcome) or lost (1.e.,
an unsuccessiul outcome).

In this specification, the term “contract year” 1s used to
generally refer to a calendar year during which delivery of
services of a service deal to a client begins/starts. The term
“geography” 1s used to generally refer to a geographical
location of a client. The term “industry” 1s used to generally
refer to an industry of a client. Examples of an industry of
a client includes, but 1s not limited to, banking, insurance,
automotive, etc.

In this specification, the term “price point” 1s used to
generally refer to a potential bidding price for an in-tlight
deal. A price point 1s a significant factor that aflects chances
of winning a deal.

A complex service deal typically includes a hierarchy of
services (“‘service hierarchy”) comprising multiple levels of
service (“‘service levels™). A highest/first service level 1n a
service hierarchy 1s decomposable into one or more lower/
additional service levels. For example, end user 1s a highest/
first service level that 1s decomposable 1nto lower/additional
service levels, such as hardware for end users, end user
refresh, etc. A lower/additional service level itself may be
turther decomposable.

FIG. 1 1llustrates an example system 200 for deal analysis,
in accordance with an embodiment of the invention. The
system 200 comprises one or more server devices 210, and
one or more storage devices 220. The storage devices 220
maintain one or more databases 260. As described 1n detail
later herein, one or more application units may execute/
operate on the server devices 210 to provide one or more
tools to facilitate deal analysis. For example, 1n one embodi-
ment, the system 200 provides a tool for augmenting missing,
values 1n historical and/or market data for deals. As another
example, in one embodiment, the system 200 provides a tool
for estimating costs and prices of an 1n-flight deal based on
information relating to peer deals (1.e., historical or market
deals). As yet another example, 1n one embodiment, the
system 200 provides a tool for predicting probability of
winning an in-tlight deal at any price point based on his-
torical data pricing, market data pricing, a user-specified
price, and/or any other price point. The system 200 may
provide a combination of one or more tools listed above.

A user 30 (e.g., a solution designer, a service provider,
etc.) may access the system 200 using an electronic device
50, such as a personal computer, or a mobile device (e.g., a
laptop computer, a tablet, a mobile phone, etc.). In one
embodiment, each device 50 exchanges data with the system
200 over a connection (e.g., a wireless connection, a wired
connection, or a combination of the two).

FI1G. 2 illustrates the system 200 in detail, 1n accordance
with an embodiment of the invention. The system 200
comprises an mput interface 150 configured to receive, as
input, at least one of the following: (1) information relating
to a set of deals (1.e., historical or market deals), and (2) one
or more user-specified input parameters.

In one embodiment, the information relating to the set of
deals comprises, but 1s not limited to, the following: cost
data structure for each service level 1n a service hierarchy of
cach deal (e.g., actual/observed cost data for each service
included 1n the deal), and (2) metadata for each deal. In one
embodiment, a cost data structure 201 (FIG. 4) comprises a
matrix of cost values (“cost matrix™).

Metadata for a deal includes, but 1s not limited to, at least
one or more of following types of metadata: type of client,
deal outcome, contract year, geography, and industry.
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In one embodiment, the information relating to the set of
deals 1s maintained on at least one database 260 (FIG. 1) of
the storage devices 220 (FIG. 1). For example, in one
embodiment, the storage devices 220 maintains at least one
collection 261 of historical data. Each collection 261 com-
prises one or more historical data sets 262. Each historical
data set 262 corresponds to a historical deal, and comprises
actual/observed data for the deal, such as a cost data
structure for each service level in a service hierarchy of the
deal. As another example, 1n one embodiment, the storage
devices 220 maintains at least one collection 265 of market
data. Each collection 265 comprises one or more market data
sets 266. Each market data set 266 corresponds to a market
deal, and comprises actual/observed data for the deal, such
as a cost data structure for each service level 1n a service
hierarchy of the deal.

The system 200 further comprises an output interface 160
configured to provide output. As described in detail later
herein, 1n one embodiment, the system 200 recommends one
or more values for augmenting one or more missing values
in historical and/or market data, and provides, as output, the
recommended values. In another embodiment, the system
200 estimates costs and prices of an mn-tlight deal based on
information relating to a set of peer deals and provides, as
output, a set of price points estimated for the in-tlight deal.
In vet another embodiment, the system 200 predicts prob-
ability of winning an in-flight deal at any price point (e.g.,
an estimate provided by the system 200 or a user-specified
price point), and provides, as output, a probability of win-
ning the m-thght deal at the price point.

The system 200 1s trained to differentiate between difler-
ent categories of services included i any deal. In one
example implementation, the different categories of services
include, but are not limited to, regular services and common
SErvices.

A regular service 1s a service having a corresponding cost
(1.e., service cost) that 1s independent of other services
included 1n the same deal as the regular service. A regular
service 1s also a service having a corresponding baseline.
Examples of regular services include, but are not limited to,
databases and end users. A corresponding baseline for data-
bases 1s a total number of databases. A corresponding
baseline for end users 1s a total number of end users.

A common service 1s a service having a corresponding
cost (1.e., service cost) that 1s dependent on one or more
regular services icluded in the same deal as the common
service. Examples of common services include, but are not
limited to, account management. A corresponding cost for
account management 1s based on costs of all regular services
included in the same deal as account management.

Augmenting Missing Values in Historical and Market
Data

As stated above, one or more application units may
execute/operate on the server devices 210 to provide a tool
for augmenting missing values 1n historical and/or market
data for deals.

FIG. 3 illustrates an example recommendation engine
400, 1n accordance with an embodiment of the invention. In
one embodiment, the system 200 comprises a recommen-
dation engine 400 for augmenting missing values 1n histori-
cal and/or market data.

Specifically, the recommendation engine 400 comprises
an augmentation unit 420 configured to recommend one or
more values for augmenting one or more missing values in
historical and/or market data for deals. The augmentation
unit 420 may be used to recommend one or more unit cost
values for augmenting one or more missing unit cost values




US 10,248,974 B2

S

in a cost data structure for a deal (1.e., a historical or a market
deal). The augmentation unit 420 may also be used to
recommend one or more baseline values for augmenting one
or more missing baseline values for a deal (1.e., a historical
or a market deal).

The recommendation engine 400 applies a recommenda-
tion algorithm 410 for determiming one or more values (e.g.,
unit cost values or baseline values) to recommend. The
recommendation algorithm 410 can be any type of recom-
mendation system/algorithm. An example recommendation
algorithm 410 1s factorization through latent Dirichlet allo-
cation ({LDA), as described 1n a publication titled “1LDA:
Matrix Factorization through Latent Dirichlet Allocation™
by Deepak Agarwal et al., published 1n the Proceedings of
the 3rd ACM International Conference on Web Search and
Data Mining, 2010. Using IL.DA, metadata for a set of deals
(1.e., historical or market deals) may be used as source
context.

The augmentation unit 420 1s further configured to gen-
crate a full cost data structure (e.g., a full cost matrix) for a
highest service level in each deal of a set of deals (1.e.,
historical or market deals). A cost value for a service 1s
represented as either a unit cost for a regular service or a
percentage of total cost of the deal. The full cost data
structure comprises one or more actual unit cost values and
one or more recommended cost values for augmenting one
or more missing unit cost values. The full cost data structure
may be provided, as output, via the output interface 160
(FI1G. 2).

The recommendation engine 400 may be used in diflerent
applications. For example, one embodiment of the recom-
mendation engine 400 may be used to facilitate top-down
pricing of a complex service deal. As another example, one
embodiment of the recommendation engine 400 may be
used to facilitate data analysis of historical deals 1n terms of
costs, €lc.

FIG. 4 illustrates an example representation ol informa-
tion relating to a set of deals, in accordance with an
embodiment of the invention. As shown 1n FIG. 4, assume
a set of deals (1.e., historical or market deals) received via the
input interface 150 comprises at least eight (8) deals, where
cach deal has a corresponding cost data structure 201
identifying unit cost values for at least one service included
in the deal. For example, the set comprises a first deal
denoted as DEAL, with a corresponding cost data structure
T,, a second deal denoted as DEAL., with a corresponding
cost data structure T,, a third deal denoted as DEAL, with
a corresponding cost data structure T;, a fourth deal denoted
as DEAL , with a corresponding cost data structure T 4, a fifth
deal denoted as DEAL. with a corresponding cost data
structure T., a sixth deal denoted as DEAL, with a corre-
sponding cost data structure T, a seventh deal denoted as
DEAL.- with a corresponding cost data structure T-, and an
cight deal denoted as DEAL, with a corresponding cost data
structure 1.

In this specification, an actual/observed unit cost value 1s
referenced using reference number 202, and a recommended
unit cost value 1s referenced using reference number 203. As
shown 1n FIG. 4, the cost data structure T corresponding to
the fifth deal DEAL. includes actual/observed unit cost
values for five different services. Specifically, the cost data

structure 15 includes actual/observed unit cost values Cs |,
Css Csi3. Csy, and Cs 5 for services SERVICE,, SER-

VICEZ,, SERVICE R S_JRVICEZL, and SERVICE., respec-
tively.

As stated above, the recommendation engine 400 may be
utilized to recommend one or more unit cost values for
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augmenting one or more missing unit cost values 1 a cost
data structure for a deal. In one embodiment, the recom-
mendation engine 400 may be utilized to recommend one or
more unit cost values for one or more services missing in a
particular deal of the set of deals, wherein the one or more
missing services are included in another deal of the set of

deals. For example, the fifth deal DEAL ; includes services
SERVICE,, SERVICE,, and SERVICE., but the first deal

DEAL, does not include services SERVICE,, SERVICE,,
and S_RVICES. For the first deal DEAL,, the recommen-
dation engine 400 may be utilized to recommend unit cost

values for services SERVICE,, SERVICE,, and SERVICE.
that are missing in the first deal DEAL, but included 1n the
fifth deal DEAL ;. As shown 1n FIG. 4, the cost data structure
T, corresponding to the first deal DEAL, includes actual/
observed unit cost values C, | and C, ; for services SER-
VICE, and SERVICE,, respectively, and recommended unit

cost values C, ,, C, 4, and C,; 5 (provided by the recommen-
dation engine 400) for services SERVICE,, SERVICE,, and

SERVICE,, respectively. As another example, the cost data
structure T, corresponding to the eighth deal DEAL,
includes an actual/observed unit cost value Cq 5 for service
SERVICE., and recommended unit cost values Cs1s Cgo
Cg 3, and Cg 4 for services SERVICE,, SERVICE,, SER-
VICE -, and SERVICE -, respectively.

Top-Down Pricing of a Complex Service Deal

Different approaches to pricing a Complex service deal
include a top-down pricing and bottom-up pricing. Conven-
tional techniques price services 1n a service deal via bottom-
up pricing. Pricing complex, high-valued services in a
service deal via bottom-up pricing 1s a complex, elaborate,
time-consuming, and expensive process. Bottom-up pricing
involves, for each service 1n a service deal, estimating cost
of each individual activity of the service at a granular level,
wherein a sum of each estimated cost 1s a cost of the service.
An overall price of the service contract 1s then determined by
adding a markup/gross profit margin to either (1) each cost
of each service, or (2) a sum of each cost of each service. By
comparison, top-down pricing involves costing and pricing
of high level services included 1n a service deal based on
market and historical data.

As stated above, one or more application umts may
execute/operate on the server devices 210 to provide a tool
for estimating costs and prices of an 1n-flight deal based on
information relating to peer deals (1.e., historical or market
deals). In one embodiment, the system 200 provides an
alternative, agile, top-down approach for pricing of complex
service deals.

FIG. 5 illustrates an example peer selection engine 610, 1n
accordance with an embodiment of the invention. In one
embodiment, the system 200 comprises a peer selection
engine 610 and a pricing engine 600 (FIG. 6) for top-down
pricing of a complex service deal.

Table 1 below provides a listing of different parameters
used 1n this specification.

TABLE 1
Parameter Definition
d A set of peer deals (1.e., historical or market
deals)
S A given 1n-flight deal to price.
Services A set of regular services, wherein Services =

{Service|, . . ., Servicey,}, M is cardinality of
Services, Service; € Services, and i = {1, ...,
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TABLE 1-continued

Parameter Definition

A set of regular services for an in-flight deal
S.

A set of baseline values for Services, wherein
Baseline, € Baselines, and Baseline; 1s a
unit/measure of amount of Service, provided
by a service provider to a client.

A set of baseline values for regular services
for an in-flight deal s.

A set of common services, wherein
CommonServices = {CommonService,, . . .,
CommonServicey}, N is cardinality of
CommonServices, CommonService; €
CommonServices, and j = {1, ..., N}

A set of common services for an mn-flight deal
S.

A set of metadata values for a deal, wherein
Metalnformation = {DealOutcome,
ContractYear, Geography, Industry},
DealOutcome i1s whether the deal 1s won or
lost, ContractYear i1s a calendar year during
which delivery of services 1n the deal to a
client begins, Geography i1s a geographical
location of the client, and Industry 1s an
industry of the client.

A set of metadata values for an in-flight deal
S.

Services,

Baselines

Baselines,

CommonServices

CommonServices

b

Metalnformation

Metalnformation,

In one embodiment, the input interface 150 (FIG. 2) 1s
turther configured to receive, as mput, information relating
to an 1n-flight deal s. The information relating to the in-tlight
deal s comprises, but 1s not limited to, the following: (1)
baselines (1.e., quantities) for a highest service level 1 a
SErviCes hlerarchy of the in-flight deal s, and (2) metadata for
the in-thght deal s. For example the 111f0rmat1011 relating to
the 1in-flight deal s comprises at least the following: (1) a set
of regular services Services_ included in the in-flight deal s,
(2) a set of common services CommonServices, mcluded 1n
the in-tlight deal s, (3) a set of baseline values Basehnes for
the set Services,, and (4) a set of metadata values Metaln-
formation, for the in-flight deal s.

Each regular service Service , of the set Services, 1s
defined by a correspondmg tuple (Basehne Cost Prlce

5,12 5,12
i), wherein Baseline; 1s a unit/measure of amount of the
regular service Services

; that will be provided, Cost_; 1s
total cost of the regular service Service, ,, and Price, is a
price of the regular service Service
Each common service CommonService ; of the set Com-
monServices_ 1s defined by a corresponding tuple (Percenta-

5,12

geOtTotalCost, ;, TotalCost,, TotalPrice ), wherein Percenta-
geOfTotalCost ;. 1s cost of the common service
CommonSerwce - as a percentage of total cost of the in-

tlight deal s, TotalCostS 1s the total cost (1.e., sum) of all
regular services Services, and all common services Com-
monServices, for the in-tlight deal s, and TotalPrice, 1s the
total cost (1.e., sum) of all regular services Services_ and all
common services CommonServices  for the mn-flight deal s.
TotalCost_ 1s a total cost that a service provider pays to
provide the in-thight deal s (1.e., cost of labor, hardware,
etc.). TotalPrice_1s a total price that 1s provided as a potential
bidding price (1.¢., the TotalCost_ plus some pre-determined
profit margin provided as a user-specified input parameter).

In one embodiment, the peer selection engine 610 1s
configured to: (1) load historical and/or market data from the
storage devices 220, and (2) for each service in the in-flight
deal s, select at least one corresponding set of peer deals for
the service. In one example implementation, the peer selec-
tion engine 610 executes the selection 1n two stages. In a first
stage, a filtering unit 611 of the peer selection engine 610
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filters the historical and/or market data based on metadata
for the in-tflight deal s. Specifically, the filtering unit 611
filters out peer deals having metadata values for respective
fields that do not match the set of metadata values Metaln-
formation. (i.e., {DealOutcome ContractYear,, Geogra-
phys, Industrys}) for the 1n- ﬂlght deal s. For mstance a
service delivered from Asia 1s hkely to have a diflerent
delivery cost compared to a service delivered to North
America. Stmilarly, delivery of a service 1n 20135 1s likely to
happen at a different cost compared to dehvery of the same
service 1n 2016. Further, for each service 1n the set Services,
or the set CommonServices,, the filtering unmit 611 filters out
peer deals that do not include the service. Each service in the
set Services_ or the set CommonServices_ has at least one
corresponding set of peer deals.

In one embodiment, peer selection 1s done separately for
historical deals and market deals, such that cost computation
for an in-flight deal s 1s computed from two different
perspectives—historical pricing and current market pricing.
Each service in the set Services_ or the set CommonServices
has at least one of a corresponding set of historical deals and
a corresponding set of market deals.

In one embodiment, each set of historical deals corre-
sponding to each service in the set Services, or the set
CommonServices, must include a mimimum number of his-
torical deals; 1t this condition 1s not satisfied, the peer
selection engine 610 outputs, via the output interface 160
(FIG. 2), a report indicating that no data was found for
historical pricing. A user 30 may specily, as a user-specified
input parameter, the minimum number of historical deals
required.

In a second stage, an ordering unit 612 of the peer
selection engine 610 orders each set of peer deals corre-
sponding to each service in the set Services, or the set
CommonServices,.. Specifically, for each set of peer deals
corresponding to each service in the set Services_, the
ordering unit 612 applies a sorting criteria based on prox-
imity of baseline values.

In this specification, BaselineProximity , . 1s proximity
(1.e., difference) of baseline values of a peer deal and the
in-tlight deal s. In one embodiment, BaselineProximity . 1s
computed 1n accordance with equation (1) provided below:

(1),

wherein Baseline,; 1s a baseline value for Service, of a peer
deal d, and Baselineg; 1s a baseline value for Service, of the
in-thght deal s.

The peer selection engine 610 assumes that a peer deal
and the in-flight deal s are similar with respect to a service
i the proximity (1.e., diflerence) between baseline values 1s
small. Unit costs are typically similar for deals with similar/
close proximity as baseline values define complexity of
services. Variation of unit costs for the same service across
different deals 1s related to the quantity (baselines) of that
service 1n each deal. While service providers may achieve a
quantity discount on unit costs for larger quantities, there 1s
presently no set function that relates such quantity discount
to baselines. The ordering unit 612 orders each set of peer
deals corresponding to each service in the set Services,
based on proximity of baseline values, resulting in an
ordered set of peer deals.

For each set of peer deals corresponding to each service
in the set CommonServices ., the ordering unit 612 applies a
sorting criteria based on proximity of total cost of regular
services. In this specification, CommonServiceProximity ,_.
1s proximity (1.e., difference) between a peer deal and the
in-thght deal s based on total cost of regular services. In one

BaselineProximity ,,~|Baseline ; ,—Baseline, ;|
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embodiment, CommonServiceProximity ,_. 1s computed 1n
accordance with equation (2) provided below:

CommonServiceProximity ;.= TotalCosts,,.;coc o~
TotalCostg,,ices.s!

(2),

wherein TotalCostg,,,, .. 18 total cost (1.e., sum) of all
regular services for a peer deal d, and TotalCostg,,,, ., 18
total cost (1.e., sum) of all regular services for the in-tlight
deal s. The ordering unit 612 orders each set of peer deals
corresponding to each common service 1n the set Common-
Services, based on proximity of total cost of regular ser-
vices, resulting in an ordered set of peer deals.

Finally, the peer selection engine 610 sets a maximum
threshold T for each ordered set of peer deals. Typically, for
an ordered set of market deals, the maximum threshold T 1s
one (1), whereas for an ordered set of historical deals, the
maximum threshold T 1s set by a user 30. For each ordered
set of peer deals, the top T peer deals of the set are used to
determine costs for each service in the set Services, or the set
CommonServices.. Cost calculation for each service 1s per-

formed for each year of the total number of contract years of

the 1n-flight deal s.

In one embodiment, 1f a cost data structure for a peer deal
selected by the peer selection engine 610 1s missing one or
more unit cost values for one or more services in the in-tlight
deal s, the system 200 may utilize the recommendation
engine 400 to augment the missing unit cost values with
recommended unit cost values.

FIG. 6 illustrates an example pricing engine 600, in
accordance with an embodiment of the invention. The
pricing engine 600 1s configured to: (1) for each regular
service ol the set Services_, estimate a corresponding cost
and a corresponding price for the regular service, (2) for
cach common service of the set CommonServices , estimate
a corresponding cost and a corresponding price for the
common service, and (3) estimate a total cost and a total
price for the in-flight deal s based on each cost and each
price estimate for each regular service and each common
service mcluded in the in-tlight deal s.

(Ps,l — 1)*0053‘5’1 4+ (Ps,l — l)ﬂiCﬂSIS’z 4+ ...+ (Ps,l —_ 1)*0053‘5’; =
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cach peer deal of an ordered set of peer deals for the service,
a unit cost of the service in the peer deal by dividing a cost
of the service by 1ts baseline value. The cost miming unit 620
then retrieves a 1”” percentile of the unit costs computed. In
one embodiment, the 1” percentile is the median. In another
embodiment, the 17 percentile is an arbitrary value provided
by a user 30 as a user-specified mput parameter. In this
specification, Unit-cost, 1s a unit cost of regular service
Service,, Baseline, 1s a baseline value of regular service
Service,, and Cost, ;, 15 a cost of regular service Service, for
the in-flight deal s. In one embodiment, Cost,; 1s computed
in accordance with equation (3) provided below:

(3).

In one example implementation, for each common service
of the set CommonServices_, the cost mining unit 620
computes, for each peer deal of an ordered set of peer deals
for the service, a percentage of cost of the service to the
overall cost of the peer deal. The cost mining unit 620 then
retrieves a k™ percentile of the percentages computed. In one
embodiment, the k”* percentile is the median. In another
embodiment, the k” percentile is an arbitrary value provided
by a user 30 as a user-specified input parameter.

The pricing engine 600 further comprises an estimating,
umt 621 for estimating a total cost and a total price of the
in-flight deal s. In this specification, P, 1s a resulting
percentage value of a common service CommonService,,
SUM, .. 1s a total cost of all regular services of the in-tlight
deal s, and SUM, _,;;1s a total cost ot all services (1.e., regular
services and common services) of the in-tflight deal s. In one
embodiment, SUM_ ., and Cost,; are simultaneously com-
puted 1n accordance with formalized equations (4)-(3) pro-

vided below:

Cost, =Unit-cost,*Baseline,

SUM,_,;~2Cost, +SUM (4), and

s.reg

Cost, ~SUM,_,;;*P; , (5).

In one embodiment, the equations (4)-(5) are transtformed
to the following format:

—Ps 1 #SUM o

(PS,Z — 1) *Cﬂsrs,l + (PS,Z — 1) * CE}SI.S,Z + ...+ (PS,Z — 1) *CE]SISFJ = =152 *SUMs,rfg

.

(PS,J — l)ﬁtCﬂSIS?l + (PS,J’ — l)ﬁtCﬂSIS?z + ...+ (PS,J’ — 1)*C{}SIS?J = _PS,J’ ﬂtSUMS?rEg

In one embodiment, the pricing engine 600 requires a full
cost data structure for determining a set of price points for
an 1n-tlight deal s. If a cost data structure for a peer deal 1s
missing one or more unit cost values for one or more
services 1n the in-flight deal s, the system 200 may utilize the
recommendation engine 400 to augment the missing unit
cost values with recommended unit cost values during the
top-down pricing of the 1n-flight deal s.

In one embodiment, the pricing engine 600 comprises a
cost mining unit 620 configured to, for each service included
in the in-flight deal s, mine costs from a corresponding set

50

55

of peer deals for the service (e.g., a corresponding set of 4

historical deals or a corresponding set of market deals
selected by the peer selection engine 610). Specifically, the
cost mining unit 620 1s configured to: (1) mine costs for the
set Services,, and (2) mine costs for the set CommonSer-
vices..

In one example implementation, for each regular service
of the set Services_, the cost mining unit 620 computes, for

65

wherein J 1s the cardinality of the set CommonServices_. In
one embodiment, Cramer’s rule 1s applied to compute cost
of each common service per year i accordance with the
equations provided above.

As stated above, cost computation for the in-flight deal s
may be computed from the perspective of historical pricing
and the perspective of current market pricing. One difference
in computing costs from the perspective ol market pricing
compared to historical pricing is that, with regards to market
data, percentiles for computing unit costs for regular ser-
vices and unit percentages for common services are not
applied when the maximum threshold of market deals 1s set
to one (1).

From the perspective of historical pricing, the pricing
engine 600 estimates a total cost of the in-flight deal s by
adding up costs of all regular services Services, and all
common services CommonServices, computed using corre-
sponding sets of historical deals (e.g., sets of historical deals
selected by the peer selection engine 610), and tacking on a
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pre-determined gross profit (e.g., an arbitrary value provided
as a user-specified mput parameter) to the total cost esti-
mated to obtain a total price of the 1in-flight deal s. From the
perspective of market pricing, the pricing engine 600 esti-
mates a total cost of the in-tlight deal s by adding up costs
of all regular services Services, and all common services
CommonServices, computed using corresponding sets of
market deals (e.g., sets of market deals selected by the peer
selection engine 610), and tacking on a pre-determined gross
profit (e.g., an arbitrary value provided as a user-specified
input parameter) to the total cost estimated to obtain a total
price of the in-tlight deal s.

FIG. 7 1llustrates an example process for determining a set
of price points for an 1n-flight deal, in accordance with an
embodiment of the invention. To determine a set of histori-
cal data price points 622 from the perspective of historical
pricing, the system 200 loads historical data from at least
one collection 261 of historical data maintained on the
storage devices 220. To determine a set of market data price
points 623 from the perspective of market pricing, the
system 200 loads market data from at least one collection
266 of market data maintained on the storage devices 220.
The market data loaded may include data provided by
consultants.

For each service in the in-flight deal, the system 200
utilizes the peer selection engine 610 to: (1) select a corre-
sponding set of historical deals for the service, and (2) select
a corresponding set of market deals for the service. The peer
selection engine 610 may select peer deals based on one or
more user-specified input parameters (€.g., minimum num-
ber of historical deals required).

For each service in the in-tlight deal, 1t a peer deal (..,
historical deal or market deal) selected for the service i1s
missing one or more unit cost values, the system 200 may
utilize the recommendation engine 400 to recommend unit
cost values for augmenting the missing unit cost values.

For each service in the in-flight deal, the system 200
utilizes the cost mining unit 620 of the pricing engine 600 to:
(1) mine unit costs from a corresponding set of historical
deals selected for the service, and (2) mine unit costs from
a corresponding set of market deals selected for the service.
The system 200 then utilizes the estimating unit 621 of the
pricing engine 600 to: (1) estimate a set of historical data
price points 622 using unit costs mined from each set of
historical deals selected, and (2) estimate a set of market
data price points 623 using unit costs mined from each set
of market deals selected.

Assessing Probability of Winning a Service Deal for
Different Price Points

As stated above, one or more application units may
execute/operate on the server devices 210 to provide a tool
tor predicting probability of winning an in-flight deal at any
price point based on historical data pricing, market data
pricing, a user-specified price, and/or any other price point.

FIG. 8 illustrates an example prediction engine 500, in
accordance with an embodiment of the invention. In one
embodiment, the system 200 comprises a prediction engine
500 for predicting probability of winning an in-flight deal at
any price point based on historical pricing, market pricing,
a user-specified price, and/or any other price point.

The prediction engine 500 1s configured to receive, as
input, one or more sets ol price points for an n-tlight deal.
The sets of price points recertved may include a set of
historical data price points, a set ol market data price points,
and/or a set of user-specified price points. In one embodi-
ment, at least one set of price points received 1s provided by
the pricing engine 600. In one embodiment, at least one set
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ol price points received 1s provided as a user-specified input
parameter via the mput interface 150. For each set of price
points received, the prediction engine 500 1s configured to
provide, as output, a prediction of probability (1.e., likeli-
hood) of winning the 1n-tlight deal for each price point of the
set of price points.

The prediction engine 500 comprises a training unit 520
configured to apply, 1n a traiming stage, known supervised
machine learning techniques to train a predictive analytics
model (“prediction model”) 510 for use 1n assessing prob-
ability of winming an in-flight deal for any price point. The
prediction model 510 1s trained based on metadata for peer
deals.

In one embodiment, the prediction model 510 1s a naive
Bayesian model.

In one embodiment, the prediction engine 500 further
comprises an assessment unit 530 configured to assess,
based on the prediction model 510, probability of winmng
an 1n-tlight deal for each price point of a set of price points.

Metadata for a deal (e.g., an in-flight deal, a peer deal)
comprises at least one attribute of the deal (*deal attribute”).
In one embodiment, deal attributes that are sigmificant/
influential factors in assessing probability of winming an
in-thght deal for any price point include, but are not limited
to, at least one of the following:

(a) Clhient-Market Segmentation:

This factor indicates market segment of a client by
classitying the client based on size, market audience, and
business market potential. For example, a client having a
small or medium enterprise will have diflerent characteris-
tics and requirements than a client having a large multi-
national enterprise. Service providers are typically assigned
to market segments that they are specialized/experts 1n.

(b) Geography:

This factor indicates geographical location of a client.

(¢) Industry:

This factor indicates an industry area of a client.

(d) Deal Complexity:

This factor indicates complexity of a deal based on
services included in the deal. Multiple levels of deal com-
plexity may be defined by a business. The more complicated
services included 1n a deal are 1n terms of number of services
to deliver, amount of effort required to deliver the services,
and degree of client interaction required, the higher the level
of deal complexity for the deal.

(¢) Global Vs Local:

This factor indicates whether a deal 1s global or local. A
deal 1s global 1t services included 1n the deal are delivered
to multiple countries that are not within close proximity of
one another. By comparison, a deal 1s local if services
included in the deal are delivered to only one country or two
countries within close proximity of each other (e.g., Aus-
tralia and New Zealand, or U.S.A. and Canada).

(1) Delivery Executive:

A deal may be assigned to a delivery executive respon-
sible for delivery of services of the deal after contract
signing. This factor indicates whether a delivery executive 1s
assigned to a deal at an early stage of the deal or not.

(g) Third Party Advisor:

A client may use a third party advisor to help them
determine a winning bid from the perspective of a neutral
expert. This factor indicates whether a client has a third party
advisor or not.

(h) Contract Length:

This factor indicates duration of delivery of services
included in a deal. The duration typically ranges anywhere
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from one (1) to eight (8) years, though there are some
exceptional circumstances where the duration may be lon-
ger.
(1) Number of Competitors:

This factor indicates total number of competitors bidding
on the same deal.

(1) Competitor Classification and Analysis:

Competitors bidding on the same deal are classified based
on competitor type. Examples of competitor types include,
but are not limited to, multi-national service providers, local
service providers, and low-cost service providers. Multi-
national service providers are competitors that ofler services
globally (1.e., world-wide) or at least 1n multiple countries,
and can deliver the services from multiple countries. Local
service providers are competitors that ofler services locally
in one or two countries only. Low-cost service providers are
competitors known to offer lower cost services, and are
typically from off-shore/global resourcing countries (e.g.,
India, China). The presence of low-cost service providers as
competitors, however, does not necessarily reduce chances
of winning a deal as some clients (e.g., larger clients or
clients with more expensive contracts) may prefer to select
a local service provider even if this 1s more expensive.
Competitors may be further classified based on whether they
are niche or consultant. Niche service providers are special-
ized 1n a particular type of industry, sector, or service;
presence of niche service providers as competitors may
strongly 1nfluence chances of winning a deal. Some com-
petitors have a consultant built-in arm that some clients may
have a preference for. Further, for an IT service deal,
competitors may be classified further based on whether they
provide cloud services, software services, or network ser-
VICES.

FI1G. 9 1llustrates an example process for predicting prob-
ability of winning an in-flight deal at any price point, 1n
accordance with an embodiment of the invention. If the
prediction engine 500 receives a set of historical data price
points, the prediction engine 500 predicts a probability of
winning the n-tlight deal for each price point of the set of
historical data price points. If the prediction engine 500
receives a set of market data price points, the prediction
engine 500 predicts a probability of winning the in-flight
deal for each price point of the set of market data price
points. If the prediction engine 500 receives a set of user-
specified price points, the prediction engine 500 predicts a
probability of winning the in-tlight deal for each price point
of the set of user-specified price points. The prediction
engine 500 utilizes the prediction model 510 that factors into
account historical data, competitor classification and other
deal attributes. An example prediction chart 350 showing
different probabilities predicted by the prediction engine 500
1s shown i FIG. 9.

Each of the recommendation engine 400, the peer selec-
tion engine 610, the pricing engine 600, and the prediction
engine 500 may be used as a stand alone system or in
combination.

FIG. 10 1s a high level block diagram showing an infor-
mation processing system 300 useful for implementing one
embodiment of the invention. The computer system includes
one or more processors, such as processor 302. The proces-
sor 302 1s connected to a communication inirastructure 304
(e.g., a communications bus, cross-over bar, or network).

The computer system can include a display interface 306
that forwards graphics, text, and other data from the com-
munication inirastructure 304 (or from a frame bufler not
shown) for display on a display unit 308. The computer
system also includes a main memory 310, preferably ran-
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dom access memory (RAM), and may also include a sec-
ondary memory 312. The secondary memory 312 may
include, for example, a hard disk drive 314 and/or a remov-
able storage drive 316, representing, for example, a floppy
disk drive, a magnetic tape drive, or an optical disk drive.
The removable storage drive 316 reads from and/or writes to
a removable storage unit 318 in a manner well known to
those having ordinary skill in the art. Removable storage
umt 318 1s, for example, a floppy disk, a compact disc, a
magnetic tape, or an optical disk, etc. which 1s read by and
written to by removable storage drive 316. As will be
appreciated, the removable storage unit 318 includes a
computer readable medium having stored therein computer
software and/or data.

In alternative embodiments, the secondary memory 312
may include other similar means for allowing computer
programs or other instructions to be loaded into the com-
puter system. Such means may 1include, for example, a
removable storage unit 320 and an interface 322. Examples
of such means may include a program package and package
interface (such as that found in video game devices), a
removable memory chip (such as an EPROM, or PROM)
and associated socket, and other removable storage units
320 and intertaces 322, which allows software and data to be
transferred from the removable storage umt 320 to the
computer system.

The computer system may also include a communication
interface 324. Communication interface 324 allows software
and data to be transierred between the computer system and
external devices. Examples of communication interface 324
may include a modem, a network interface (such as an
Ethernet card), a commumnication port, or a PCMCIA slot and
card, etc. Software and data transierred via communication
interface 324 are in the form of signals which may be, for
example, electronic, electromagnetic, optical, or other sig-
nals capable of being received by communication interface
324. These signals are provided to communication interface
324 via a communication path (i.e., channel) 326. This
communication path 326 carries signals and may be 1mple-
mented using wire or cable, fiber optics, a phone line, a
cellular phone link, an RF link, and/or other communication
channels.

The present invention may be a system, a method, and/or
a computer program product. The computer program prod-
uct may include a computer readable storage medium (or
media) having computer readable program instructions
thereon for causing a processor to carry out aspects of the
present invention. The computer readable storage medium
can be a tangible device that can retain and store instructions
for use by an instruction execution device. The computer
readable storage medium may be, for example, but 1s not
limited to, an electronic storage device, a magnetic storage
device, an optical storage device, an electromagnetic storage
device, a semiconductor storage device, or any suitable
combination of the foregoing. A non-exhaustive list of more
specific examples of the computer readable storage medium
includes the following: a portable computer diskette, a hard
disk, a random access memory (RAM), a read-only memory
(ROM), an erasable programmable read-only memory
(EPROM or Flash memory), a static random access memory
(SRAM), a portable compact disc read-only memory (CD-
ROM), a digital versatile disk (DVD), a memory stick, a
floppy disk, a mechanically encoded device such as punch-
cards or raised structures in a groove having instructions
recorded thereon, and any suitable combination of the fore-
going. A computer readable storage medium, as used herein,
1s not to be construed as being transitory signals per se, such
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as radio waves or other freely propagating electromagnetic
waves, electromagnetic waves propagating through a wave-
guide or other transmission media (e.g., light pulses passing
through a fiber-optic cable), or electrical signals transmitted
through a wire.

Computer readable program instructions described herein
can be downloaded to respective computing/processing
devices from a computer readable storage medium or to an
external computer or external storage device via a network,
for example, the Internet, a local area network, a wide area
network and/or a wireless network. The network may com-
prise copper transmission cables, optical transmission fibers,
wireless transmission, routers, firewalls, switches, gateway
computers and/or edge servers. A network adapter card or
network interface 1n each computing/processing device
receives computer readable program instructions from the
network and forwards the computer readable program
istructions for storage i a computer readable storage
medium within the respective computing/processing device.

Computer readable program 1instructions for carrying out
operations of the present invention may be assembler
instructions, instruction-set-architecture (ISA) instructions,
machine instructions, machine dependent instructions,
microcode, firmware instructions, state-setting data, or
either source code or object code written 1n any combination
ol one or more programming languages, including an object
oriented programming language such as Smalltalk, C++ or
the like, and conventional procedural programming lan-
guages, such as the “C” programming language or similar
programming languages. The computer readable program
istructions may execute entirely on the user’s computer,
partly on the user’s computer, as a stand-alone software
package, partly on the user’s computer and partly on a
remote computer or entirely on the remote computer or
server. In the latter scenario, the remote computer may be
connected to the user’s computer through any type of
network, including a local area network (LAN) or a wide
area network (WAN), or the connection may be made to an
external computer (for example, through the Internet using
an Internet Service Provider). In some embodiments, elec-
tronic circuitry including, for example, programmable logic
circuitry, field-programmable gate arrays (FPGA), or pro-
grammable logic arrays (PLA) may execute the computer
readable program 1instructions by utilizing state information
of the computer readable program 1nstructions to personalize
the electronic circuitry, 1n order to perform aspects of the
present mvention.

Aspects of the present invention are described herein with
reference to flowchart illustrations and/or block diagrams of
methods, apparatus (systems), and computer program prod-
ucts according to embodiments of the invention. It will be
understood that each block of the flowchart illustrations
and/or block diagrams, and combinations of blocks 1n the
flowchart 1llustrations and/or block diagrams, can be 1imple-
mented by computer readable program instructions.

These computer readable program instructions may be
provided to a processor of a general purpose computer,
special purpose computer, or other programmable data pro-
cessing apparatus to produce a machine, such that the
instructions, which execute via the processor of the com-
puter or other programmable data processing apparatus,
create means for implementing the functions/acts specified
in the tlowchart and/or block diagram block or blocks. These
computer readable program instructions may also be stored
in a computer readable storage medium that can direct a
computer, a programmable data processing apparatus, and/
or other devices to function 1n a particular manner, such that

10

15

20

25

30

35

40

45

50

55

60

65

16

the computer readable storage medium having instructions
stored therein comprises an article of manufacture including
istructions which implement aspects of the function/act
specified in the tlowchart and/or block diagram block or
blocks.

The computer readable program instructions may also be
loaded onto a computer, other programmable data process-
ing apparatus, or other device to cause a series ol operational
steps to be performed on the computer, other programmable
apparatus or other device to produce a computer 1mple-
mented process, such that the instructions which execute on
the computer, other programmable apparatus, or other
device implement the functions/acts specified in the flow-
chart and/or block diagram block or blocks.

The flowchart and block diagrams 1n the Figures illustrate
the architecture, functionality, and operation ol possible
implementations of systems, methods, and computer pro-
gram products according to various embodiments of the
present invention. In this regard, each block 1n the flowchart
or block diagrams may represent a module, segment, or
portion ol instructions, which comprises one or more
executable 1nstructions for implementing the specified logi-
cal function(s). In some alternative implementations, the
functions noted 1n the block may occur out of the order noted
in the figures. For example, two blocks shown 1n succession
may, in fact, be executed substantially concurrently, or the
blocks may sometimes be executed in the reverse order,
depending upon the functionality involved. It will also be
noted that each block of the block diagrams and/or flowchart
illustration, and combinations of blocks 1n the block dia-
grams and/or flowchart i1llustration, can be implemented by
special purpose hardware-based systems that perform the
specified functions or acts or carry out combinations of
special purpose hardware and computer instructions.

From the above description, it can be seen that the present
invention provides a system, computer program product, and
method for implementing the embodiments of the invention.
The present invention further provides a non-transitory
computer-useable storage medium for implementing the
embodiments of the invention. The non-transitory computer-
useable storage medium has a computer-readable program,
wherein the program upon being processed on a computer
causes the computer to implement the steps of the present
invention according to the embodiments described herein.
References 1n the claims to an element in the singular 1s not
intended to mean “one and only” unless explicitly so stated,
but rather “one or more.” All structural and functional
equivalents to the elements of the above-described exem-
plary embodiment that are currently known or later come to
be known to those of ordinary skill in the art are intended to
be encompassed by the present claims. No claim element
herein 1s to be construed under the provisions of 35 U.S.C.
section 112, sixth paragraph, unless the element 1s expressly
recited using the phrase “means for” or “step for.”

The terminology used herein 1s for the purpose of describ-
ing particular embodiments only and 1s not intended to be
limiting of the invention. As used herein, the singular forms
“a”, “an” and “the” are intended to include the plural forms
as well, unless the context clearly indicates otherwise. It will
be further understood that the terms “comprises” and/or
“comprising,” when used 1n this specification, specily the
presence of stated features, integers, steps, operations, e¢le-
ments, and/or components, but do not preclude the presence
or addition of one or more other features, integers, steps,
operations, elements, components, and/or groups thereof.

The corresponding structures, materials, acts, and equiva-
lents of all means or step plus function elements 1n the



US 10,248,974 B2

17

claims below are intended to include any structure, material,
or act for performing the function in combination with other
claimed elements as specifically claimed. The description of
the present invention has been presented for purposes of
illustration and description, but 1s not intended to be exhaus-
tive or limited to the mvention in the form disclosed. Many
modifications and variations will be apparent to those of
ordinary skill in the art without departing from the scope and
spirit of the mmvention. The embodiment was chosen and
described 1n order to best explain the principles of the
invention and the practical application, and to enable others
of ordinary skill in the art to understand the immvention for
vartous embodiments with various modifications as are
suited to the particular use contemplated.

What 1s claimed 1s:

1. A method comprising;

receiving, at a prediction engine operating on a server

device, information relating to a service deal that a
service provider 1s bidding on from a database main-
tamned on a storage device, wherein the service deal
comprises a hierarchy of services comprising multiple
levels of service, the information relating to the service
deal comprises a set of price points, metadata, and a set
of baseline values for a highest level of service
included in the hierarchy of services, each price point
1s a potential bidding price for the service deal that the
service provider may offer during the bidding, the
metadata comprises information relating to one or more
other service providers bidding on the same service
deal, and the set of baseline values comprises, for each
service 1ncluded in the highest level of service, a
corresponding amount of the service the service pro-
vider will provide; and

for each price point of the set of price points, predicting,

via the prediction engine, a probability of the service
provider winning the bidding at the price point based
on a predictive analytics model trained by the predic-
tion engine and the information relating to the service
deal;

wherein the predicting comprises top-down pricing of the

service deal, and the top-down pricing comprises deter-
mining a cost and price of each service included 1n the
highest level of service, and determining a total cost
and total price of the service deal based on each cost
and price of each service determined.

2. The method of claim 1, further comprising;:

in a training stage:

receiving nformation for a set of deals, wherein the
information for the set of deals comprises, for each
deal of the set of deals, metadata relating to the deal
and a deal outcome of the deal; and

training the predictive analytics model based on the
information for the set of deals.

3. The method of claim 2, wherein the set of deals
comprises one or more of the following: a historical deal,
and a market deal.

4. The method of claim 1, wherein the set of price points
comprises one or more of the following: a price point based
on historical pricing, a price point based on market pricing,
a price point based on user-specified pricing, and a price
point based on any other user mput.

5. The method of claim 1, wherein the metadata further
comprises at least one of the following factors 1n assessing
probability of the service provider winning the bidding at a
price point of the set of price points: complexity of the
service deal, whether the service deal 1s global or local,
contract length of the service deal, timing of assignment of
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the service deal to a delivery executive, presence of a third
party advisor, or market segment of a client of the service
deal.

6. The method of claim 1, wherein the information
relating to one or more other service providers bidding on
the same service deal comprises data indicative of one or
more of the following: whether the one or more other service
providers are multi-national service providers, local service
providers, low-cost service providers, or another category of
service providers.

7. The method of claim 1, wherein the information
relating to one or more other service providers bidding on
the same service deal comprises data indicative of one or
more of the following: whether the one or more other service
providers are niche, consultant, cloud service providers,
soltware service providers, network service providers, or
another classification of service providers.

8. A system comprising a computer processor, a Com-
puter-readable hardware storage device, and program code
embodied with the computer-readable hardware storage
device for execution by the computer processor to 1mple-
ment a method comprising:

recerving, at a prediction engine operating on a server

device, information relating to a service deal that a
service provider 1s bidding on from a database main-
tamned on a storage device, wherein the service deal
comprises a hierarchy of services comprising multiple
levels of service, the information relating to the service
deal comprises a set of price points, metadata, and a set
of baseline values for a highest level of service
included in the hierarchy of services, each price point
1s a potential bidding price for the service deal that the
service provider may ofler during the bidding, the
metadata comprises information relating to one or more
other service providers bidding on the same service
deal, and the set of baseline values comprises, for each
service included in the highest level of service, a
corresponding amount of the service the service pro-
vider will provide; and

for each price point of the set of price points, predicting,

via the prediction engine, a probability of the service
provider winning the bidding at the price point based
on a predictive analytics model trained by the predic-
tion engine and the information relating to the service
deal;

wherein the predicting comprises top-down pricing of the

service deal, and the top-down pricing comprises deter-
mining a cost and price of each service included 1n the
highest level of service, and determining a total cost
and total price of the service deal based on each cost
and price of each service determined.

9. The system of claim 8, further comprising:

in a training stage:

receiving information for a set of deals, wherein the
information for the set of deals comprises, for each
deal of the set of deals, metadata relating to the deal
and a deal outcome of the deal; and

training the predictive analytics model based on the
information for the set of deals.

10. The system of claim 9, wherein the set of deals
comprises one or more of the following: a historical deal,
and a market deal.

11. The system of claim 8, wherein the set of price points
comprises one or more of the following: a price point based
on historical pricing, a price point based on market pricing,
a price point based on user-specified pricing, and a price
point based on any other user input.
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12. The system of claim 8, wherein the metadata further
comprises at least one of the following factors 1n assessing
probability of the service provider winning the bidding at a
price point of the set of price points: complexity of the
service deal, whether the service deal 1s global or local,
contract length of the service deal, timing of assignment of
the service deal to a delivery executive, presence of a third
party advisor, or market segment of a client of the service

deal.

13. The system of claam 8, wherein the information
relating to one or more other service providers bidding on
the same service deal comprises data indicative of one or
more of the following: whether the one or more other service
providers are multi-national service providers, local service
providers, low-cost service providers, or another category of
service providers.

14. The system of claam 8, wherein the information
relating to one or more other service providers bidding on
the same service deal comprises data indicative of one or
more of the following: whether the one or more other service
providers are niche, consultant, cloud service providers,
soltware service providers, network service providers, or
another classification of service providers.

15. A non-transitory computer program product compris-
ing a computer-readable hardware storage device having
program code embodied therewith, the program code being,
executable by a computer to implement a method compris-
ng:

receiving, at a prediction engine operating on a server

device, information relating to a service deal that a
service provider 1s bidding on from a database main-
tamned on a storage device, wherein the service deal
comprises a hierarchy of services comprising multiple
levels of service, the information relating to the service
deal comprises a set of price points, metadata, and a set
of baseline values for a highest level of service
included in the hierarchy of services, each price point
1s a potential bidding price for the service deal that the
service provider may ofler during the bidding, the
metadata comprises information relating to one or more

other service providers bidding on the same service
deal, and the set of baseline values comprises, for each
service included in the highest level of service, a
corresponding amount of the service the service pro-
vider will provide; and

for each price point of the set of price points, predicting,
via the prediction engine, a probability of the service
provider winning the bidding at the price point based
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on a predictive analytics model trained by the predic-
tion engine and the information relating to the service
deal;

wherein the predicting comprises top-down pricing of the
service deal, and the top-down pricing comprises deter-
mining a cost and price of each service included 1n the
highest level of service, and determining a total cost
and total price of the service deal based on each cost

and price of each service determined.
16. The computer program product of claim 13, further
comprising;
in a training stage:
receiving information for a set of deals, wherein the
information for the set of deals comprises, for each
deal of the set of deals, metadata relating to the deal
and a deal outcome of the deal; and
training the predictive analytics model based on the
information for the set of deals;
wherein the set of deals comprises one or more of the
following: a historical deal, and a market deal.
17. The computer program product of claim 135, wherein
the set of price points comprises one or more of the

following: a price point based on historical pricing, a price
poimnt based on market pricing, a price pomnt based on
user-specified pricing, and a price point based on any other
user mput.

18. The computer program product of claim 15, wherein
the metadata further comprises at least one of the following
factors 1n assessing probability of the service provider
winning the bidding at a price point of the set of price points:
complexity of the service deal, whether the service deal 1s
global or local, contract length of the service deal, timing of
assignment of the service deal to a delivery executive,
presence of a third party advisor, or market segment of a
client of the service deal.

19. The computer program product of claim 15, wherein
the information relating to one or more other service pro-
viders bidding on the same service deal comprises data
indicative of one or more of the following: whether the one
or more other service providers are multi-national service
providers, local service providers, low-cost service provid-
ers, or another category of service providers.

20. The computer program product of claim 15, wherein
the mformation relating to one or more other service pro-
viders bidding on the same service deal comprises data
indicative of one or more of the following: whether the one
or more other service providers are niche, consultant, cloud
service providers, software service providers, network ser-
vice providers, or another classification of service providers.
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